DOCUMENT RESUME. 



ED 303 251 



PS 017 754 



AUTHOR 
TITLE 

IHSTITUTIOM 
SPONS AGENCY 

PUB DATE 
NOTE 

AVAILABLE FROM 

PUB TYPE 

EDRS PRICE 
DESCRIPTORS 



IDENTIFIERS 



Delaneyy Mary; Komorir Gloria 

Care and Resources for Employees and Their 

Dependents* 

Boys and Girls Club of EscondidOr CA. 

Administration for Children^ Youths and Families 

(DHHS)r Washington^ D.C. 

88 

56p. 

Boys and Girls Club of EscondidOr 115 West Woodward 
Avenue, Escondido, CA 92025 ($19.95). 
Reports - Descriptive (141) 

MF01/PC03 Plus Postage. 

*Child Caregivers? Children; Demonstration Programs; 
DisaUDilities; *Emproyer Supported Day Care; *Family 
Day Care; Fringe Benefits; *Linking Agents; 
♦Marketing; Older Adults; Program Descriptions; 
*Public Relations; Recruitment; Social Networks; 
Surveys 

*CARE Boosters Network 



i^STRACT 

Through the professional expertise of the Boys and 
Girls Club of EscondidOr Calif ornia, CARE Boosters r a 3-year 
demonstration project r developed an employer-sponsored dependent day 
care system that provided small group care in home settings for 
children and the developmentally disabled. By linking family day care 
providers and other caregivers in the community with local 
businesses r the project demonstrated the feasibility of providing 
dependent care as a fringe benefit for employees. This document 
begins with an introduction that JE'ocuses on the background to the 
program r and the topics of employers as sponsors and CARE Boosters as 
a model. Issues discussed in the body of the work include: (1) the 
family day care provider's role in terms of licensing regulations, 
record keeping r taxes r insurance , quality resources , aind f ood 
programs; (2) aspects of the CARE Boosters Network, including 
recruitment of CARE Boosters family day care providers, orientation, 
agreement between family day care home and CARE Boosters and between 
provider and parent, and resources for care of the elderly and the 
developmentally disabled; (3) public relations; and (4) promotional 
tools, surveys and other ways of marketing CARE Boosters to 
employers; Related materials, such as an employee survey, are 
included. (RH) 
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''Most of the tenants expressed 
enthusiasm that we're doing 
this. There are really no 
resources to direct you to 
child care in this area— it's 
really filling a void. " 

r-Frank j. Daly, Center Manager 
North County Fair 

"Ihe program appears to be 
suited to meeting the needs 
of the community and was 
well matched with our child 
care objectives. The survey 
portion is comprehensive 
aria well written and vve 
were impressed by the affilia- 
tion with Portland Sta te 
University which ensures 
professional treatment of the 
data." 

—Karen Foster, Records and Benefits 

Manager 

Hewlett Packard 

Chairperson, Child Care task Force 



..The survey you did 
helped us pinpoint specific 
areas of concern to our 
employees. In addition, the 
list of resources you provide 
gives our employees options 
in finding reliable, quality, af- 
fordable day care. For those 
employees who have taken 
advantage of the service; 
they are pleased with the 
results and that's good news 
for us as their employer." 

— julie DeMeules, Vice President, 
Human Resources 
Signet Armorlite, Inc. 



"The concept of CARE 
Boosters is such an important 
issue today with so many 
mothers in the work force. 
Banks typically have a high 
concentration of female 
vygrkers and our bank is no 
different" 

—Cathy Hughes 

Vice President and Cashier 

Escondido National Bank 
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''My concern when looking 
for day care for my baby was 
finding a quality, safe en- 
vironment CARE Boosters 
provided me with the exper- 
tise and networking system 
v/hich ensured that quality. 
They gave me a sense of 
comfort and security that I 
had made the right choice. " 

—Gall Davis 

Bestronics of San Diego, Inc 



''CARE Boosters provided ad- 
vqcacy and support by in- 
creasing the visibility of 
family day care and in- 
creased community aware- 
ness about providers as pro- 
fessionals. I feel CARE 
boosters was able to reach 
out to the community and 
really let them understand 
what farrtily day care is." 

—Marti Tucker 

FDC Provider/Board Member FDC 
Association 



"The CARE Boosters project 
has been a great boost to 
community^networking be- 
tween family daycare pro- 
viders, nonprofit social ser- 
vice agencies, the local 
school district, city officials 
and business people, this 
concept has proven to be a 
cost effective way to assure 
collaboration of efforts 
toward the common goal of 
more quality, affordable child 
care in Escondido. " 

—Karen Reed, Director 
Escondido Child Care Development 
Center 
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INTRODUCTION 



Background 

Since World War II the need by working parents for child 
care has steadily increased. In 1940 only^o;6% of mothers 
with children under the age of 18 were working.' Today, 
however, 60% of mothers with minor children are work- 
ing, and this trend is expected to continue into the 
1990's.2 It is expected that by 1990 eighty percent, of all 
working women will also be raising babies sometime dur- 
ing their work life*^ 

Several factors have contributed to this situation, including 
the increase of divorces leading to single parent families, 
the rising cost of living,;leading to a necessity for both 
parents to work, and the changing work and lifestyles. The 
number of child care services for working parents is hot 
keeping up with the need, there are more than 13 million 
children under 13 years of age whos5 parents work full- 
time* Yet there are less than one million slots available in 
licensed child care centers and family day care homes.^ 

Government agencies directly or indirectly have provided 
some support, but since 1980, funding for child care for 
low income families and food subsidies for child care 
centers have decreased. The greatest amount of'federal 
support is through the tax credit for child care expenses. 
Since 1982, the allowable tax credit has increased. Balanc- 
ing work and family life has become increasingly difficult. 
Child care in the United States is in a crisis situation to- 
day. The majority of available child care is unlicensed. 
The greatest need, for infant and toddler care, is also the 
hardest to find. Little has been done, so far, to help work- 
ing parents find quality care for their children. 

To compound the situation of more women in the 
workforce, leaving less women to care for dependents at 
home, is the growing number of the elder population. 
Since 1900 the portion of the nation's population age 65 
or older has tripled to 12% of the total, and more than 
half of those over 75 suffer from some kind of disability.s 
As a result, it is predicted that elder care will soon match 
child care in importance as an employee concern. 
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People of all ages are raising kids, including workers in 
their 50's who are in second families. This presents a 
growing segment of the population who have been coined 
as the "sandwiched generation." Those workers in their 
30's and 40's who are faced with balancing work and 
families consisting of'children and elders are sandwiched 
between the demands of dependent children and depen- 
dent^parents. 

^ Employers as Sponsors 

The benefit to employers providing day care^as a fringe 
benefit to their employees has been substantiated by 
many studies which propound the effects to be: increased 
morale and productivity, reduced absenteeism and tar- 
tdiness and an invaluable tool in retaining ^ind recruiting 
their workforce. These effects on companies have been 
coined as "soft dollar benefits". However, if these "soft 
dollar benefits" affect employees' productivity then the 
9 result is "hard dollar benefits" and that has an affect on 
tie company's bottom line* 

"Public image is one soft dollar benefit that has actually 
been valued in hard dollar terms. In a 1982 survey con- 
ducted by the National Employer Supported Child Care 
* Project, the following results were reported from a survey 
of 415 industries, labor unions, public agencies, and 
health care providers throughout America. 

85% reported positive effect. 39% reported child care as 
more effective than three quarters of other public image 
enhancement methods used. Nine companies estimated 
the value in terms of publicity child care received: 
$13,000 was estimated average, annual value per com- 
pany. Different studies showed iPeatures in Industry Week, 
Business Week, U.S. Ngv/s and World Report, Wall Street 
Journal, Washington Post, and segments on radio and 
television/ due to child care programs helped shape a 
company's image as being innovative and concerned with 
human issues. 



er|c 



11 



A "hard dollar" benefit which is easily identified is the tax 
benefit that companies who provide dependent care as a 
benefit xan receive, both on the federal and state level. 



The entire cost of subsidies to parents or providers, annual 
cosjs'of operating a child care center, and costs of 
operating or contracting for information and referral ser- 
vices are generally deductible business expenses in:the 
year they are incurred. 



Employers who make gifts to qualified tax-exempt 
organizations, as.long as there is no preferred admission 
status or reduced fee for employees' children, ca, deduct 
ihem as charitable contributions. 

^Employers cprisidering implementing a dependent care 
benefit of service should be aware of provisions of the 
Dependent Care. Assistance Programs (DCAP). which 
establishes the^iTfechanism through which an employer 
can offer dependent care as a tax-free benefit to 
employees. Under DCAP, the employer may actually pro- 
vide child care, may contract with third parties for ser- 
vices for its employees, or may reimburse employees for 
dependent (child or elder) care expenses. Employers 
should consult their own tax attorneys witi) respect to in- 
volvement in any Dependent Car^j Assistance Program.^ 



Women's Burc*au, Department of Labor* Working 
Mothers and Their 'Children, 1977. 
U.S. Department of Labor, Bureau of Lobor Slotistics. 
Friedman, Dana, Community Solutions for Childcnre, 
Washington, D.C.: U.S. Department of Labor, 
VVomen's Bureau, 1979. 

U.S. Department of Labor, Bureau of Labor Statistics. 
Los Angeles Ti:nes, May 15, 1988. 
Repoit compiled by the Mt. Diablo Community 
Child Advocate in Concord, CA. 
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CARE Boosters as a Model 



CARE Boosters— Care And Resources for Emjjioyees and their Dependents, 
was.a three year demonstration project, funded by the Administration for 
Child renr Youth; and Families, United States Department of Health and 
Human^Services.Jts purpose was to develop an employer sponsored 
dependent day care system which provides small group care for children 
and the developmentally disabled in home. settings. By linking community 
J ^ 'family day care. providers and,other caregivers with local businesses, the 
project demonstrated the feasibility of providing dependent care as a 
fringe benefit for employees. 

The project was designed to create solutions for businesses and working 
parents. It explored whether assistance plans for dependent care mighf be 
suitable for a particular company, and if so, what options would be most 
appropriate. The project conducted needs assessments among participating 
businesses and helped develop dependent care benefit packages based on 
^ survey findings. The project recruited qualified dependent care providers 
and developed a training curriculum based on Child Development 
Associate credential function areas. The expected result of the project in- 
^ eluded the development oif a model to be used nationally. 

Through the professional expertise of the Boys and Girls Club of Escon- 
dido, CARE Boosterii increased the availability of trained providers who 
were both accessible and affordable. By using locally established family 
day care homes, the project benefited eniployment within the community, 
while providing a safe, warm and stable family env'ronment for 
dependents of working parents. 

This national demonstration project accomplished the following: 

T. Studied the effects of dependent responsibilities with stress in the workplace. 

2. Assessed the extent of need among workers for assistance with dependent care. 

3. Worked with employers to establish Dependent Care Assistance Programs. 

4. Planned, developed, implemented and marketed an employer sponsored 
network consisting of a day care system„ plus developmentally disabled and 
elder care resources. 
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FAMILY DAY CARE 



With the need for dependent care increasing rapidly, many employers are 
looking for innovative ways to meet their employees' dependent care needs. 

One such option, family day care, is becoming increasingly popular. Fami- 
ly day care has developed rapidly over the past 10 years. Studies show 
that over 51 million children are cared for in over 2 million licensed 
homes. One study (National Day Care Home Study, U.S. Dept; of Health 
and Human Services, Publication # (OHDS) 80r30287, page 35) states that 
•licensed homes account for 6% of such care, leaving 94% of the homes 
providing care as unlicensed or unregistered by states. More recent studies 
have increased the number of licensed homes by 10-20%. 

There are several reasons for the increased utilization of home-based care. 

^ince family day care is small and home-based, children are given in- 
uividualized attention. The program can be "flexible" and less formal.. It'> 
usually geared toward meeting individual needs with less emphasis on 
"rules" of^larger centers. 

Parents may prefer family day care for many reasons: 

1. Infants and younger children need one consistent caregiver. 

2. Handicapped or "special needs" children require special attention. 

3. School-aged children require transportation to and from school. 

4. Wide range of services— infants to schopi age serviced, allowing whole 
families to be togther. 

5. More convenient location— close to work or home. 

6. Flexible hours— early or late shifts can be scheduled. 

In 1987 there were approximately 8 employer supported family day care 
systems in the nation, (see resource section for listing). Many believe that 
as employers become familiar with the advantages of this option, its usage 
will increase. Family day care systems offer services to providers such as: 
training and workshops, business administration skills, substitute providers, 
equipment, toy and book lending libraries, subsidized food programs and 
insurance. There are four basic models, each with a wide range of 
employer control and involvement: 
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1. Tte employer hires family day care providers who in turn are restricted to 
caring for children of company employees exclusively. 

2. The employer utilizes a voucher system for reimbursement to child care pro- 
viders selected and used by employees. 

3. The employer develops a system of local providers and provides support ser- 
vices. Parents pay the provider without financial assistance from the 
employer. 

4. The employer contracts with a community agency to manage the program, 
including recruitment, ongoing support and follow up with employees. Oc- 
casionally employers can buy into a^system. 

There are advantages and disadvantages of family day care systems for 
botr. employers and providers. 

EMPLOYERS 

ADVANTAGES: 

1. Family day ca/e systems have a short start up period. They can be ad- 
ministered in-hcuse and can be set up quicker than an on-site child care 
center. Even more time can be saved by buying into a pre-existing program. 
This will cut the start-up time to a few months. 

2. Start-up cost for family day care systems is low since it often utilizes licensed 
homes already in business. Ongoing operation costs can vary depending on 
employer involvement. 

3. One of the greatest advantages is flexibility. A family day care system can 
expand or contract depending on the need of the company. 

4. The availability of parental choice. Family day care homes provide a wide 
range of philosophies and styles. Parents are encouraged to interview and 
choose a caiegiver with philosophies sini[liar to their own. 

DISADVANTAGES: 
1. From a public relations standpoint, the low visibility of a family day care 
system is a disadvantage. Unlike a child care center located on or near the 
company site, family day care homes are dispersed throughout the com- 
munity. While some companies consider low visibilitiy an advantage, others 
may want to develop a public relations program within their company and 
also the surrounding communities. 
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2. Instability of the. providers. Larger child care centers often have several staff 
persons. However, most family day care homes are small with one licensed 
provider caring for six children. When the provider or one of her own 
children becomes ill, or if time off is needed for doctor appointments or 
vacations, it affects each family in her care. A possible solution is to recruit 
substitute providers to serve as a backtup to the system. 

3. It is difficult to develop and maintain a system of providers. Many providers 
fear a loss of automony and resent the infringement on their time with the 
children. This is compounded by a hFgh turnover rate. The system needs to 
rnaintain the providers interest and offer sufficient support services or incen- 
tives to members. 

4. The range of quality in each home. There are no educational requirements 
for family day care in many states and licensing is based on health and safe- 
ty codes. Therefore, the quality of services is dependent upon each in- 
dividual provider. A possible solution is to develop recruitment and monitor- 
ing standards in addition to training opportunities for system providers. 

5. Incurred liability is a consideration for employers exploring child care options. 
There are ways of reducing or minimizing these risks: 

a. reduce the risk of injury by requiring providers to receive training in safety, 
CPR, first aid and emergency preparedness. 

b. contract with the provider as an "independent contractor" rather than 
employer/employee. 

c. require the provider to carry insurance. 

PROVIDERS 

ADVANTAGES: . 

1. A system is another source for referrals or even guaranteed payment to 
reserve spaces. 

2. Professional trainings and workshops are often available to the provider at 
no cost. 

3. Providers may receive possible benefits such as group insurance, vacation, 
sick pay, etc. 

4. Free or low cost supplies, books, toys and other resources are often 
available to providers for their program. 

DISADVANTAGES: 
1. The biggest fear or obstacle for providers is the loss of autonomy. Depend- 
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ing on the design of the program, a provider may be locked into accepting 
designated children or charging a pre-set fee. 

The Provider's Role 

Child care is a profession and should not be referred to as just "baby sit- 
ting". A. day care home should be set up and run as a small business. 

The following are some of the major considerations providers should 
review prior to setting up a business, it is advisable to contact the chapter 
of the National Association for the Education of Young Children (NAEYQ 
or Family Day Care Association (FDCA) for more information and/or 
assistance. 

Licensing Regulations 

During this project there were no national requirements for licensing 
homes. Most states have their own formal rules ajid regulations governing 
family day care hojnes. These ran^c from simply filling out an application 
to visitations from licensing agencies, it is the provider's responsibility to 
check with the local Department of Social Services for more information. 
Licensing regulations are health and safety codes enforceable by law. 

Record Keeping 

Every business keeps records of some type and family day care is no ex- 
ception. Keeping timely and accurate records is an absolute must for pro- 
viders! This facilitates the tracking of income and expenses, not to men- 
tion support for tax deductions. It is recommended that a system of files 
be kept on a daily basis. 

Obviously, income is derived from parent fees. Expenses can include 
groceries, equipment, field trip expenses, insurance, advertising, profes- 
sional fees, and repairs to day care equipment. Some partially deductible 
expenses include taxes on property, automobile, rent, utilities, supplies 
and repairs on equipment shared by both the family and business. 

Files containing pertinent information on each child such as attendance 
records,, emergency numbers, medical records and signed permis- 
sion/authorization forms are strongly recommended. Most of this informa- 
tion can be combined to fit oaa 3 X 5 file card. 
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Some other information to gather for the files may include: 

1. Has the child had allergic reactions to food, medication or bee stings? 

2. Previous illnesses information including chicken pox, mumps, or measies. 
What was the child's reaction to this illness? Does the child have a tendency 
to run high fevers? 

3. Parental information such as emergency phone numbers of parents, guard- 
ians or others who may pick up child. 

Another important record is the parent/provider contract. It should^clearly 
state program information, expectations and parent fees, when fees are to 
be paid and in what manner. Any changes should be made in writing 
with a notice of an effective date. Both parents and the provider should 
sign the agreement and maintain a copy for later reference. A well written 
contract will help to alleviate potential conflicts. 



As with any business, taxes must be paid. It is advisable for providers to 
consult with a tax accountant or someone from the Internal Revenue Ser- 
vice (IRS). The following are three of the major taxes: 

1. Federal Income Tax - caregivers are considered to be "self-employed" and 
must file if earnings exceed $400.00 per year. Required forms are: 1040 (not 
1040A); Schedule C - Profit or (Loss) from Business or Profession form for 
self-employed business; Schedule of Estimated Taxes - the self-employed do 
not withhold income taxes from paycheck, therefore they are required to 
pay these quarterly based on estimated income. 

2. Social Security Tax - the law requires filing and paying of Social Security tax 
each year. Form, 1040SE, Computation of Social Security Self Employment 
Tax, is available from the IRS or Social Security Administration. If there are 
assistants in the business,^ providers are also required to pay Social Security 
tax on income earned in excess of $50.00 each quarter per year. Use form 
947 to report. Unemployment tax for employees may also be required. 
Check with an accountant or IRS agent for more information. 

3: State Taxes - These vary with each state hut in most states it is similiar to the 
Federal Income Tax. Check with the state tax office for proper procedures 
and forms. Also, providers should inquire about any other taxes or fees 
associated with running a family day care business. 
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Deductible Expenses 



All receipts must be kept since it may be required to produce these when 
providers are deducting expenses. The primary rcfason for deducting 
business expenses associated with operating a day care business is to 
r minimize taxes paid on income. Fully deductible expenses are those in- 
curred by providing day care. &<penses shared. by both family and 
busin^s^ such as utilities (electricity, phone, water) are partially deduct- 
ible. Check vyith a tax accountant or the IRS for the allowable percentages 
of deduction. Insurance obtained for business is fully deductible unless it 
is part of a homeowners liability insurance policy, which then, is only par- 
tially deductible. 

Insurance 

'Media coverage of child abuse in day care has fueled an insurance crisis. 
Although these incidents are isolated, many insurance companies re- 
examined their policies. The result .was cancellation of existing policies, in- 
creased cost (sometimes 1(K)%) of premiums, or decisions not to under- 
write child care at all. 

Many national organizations such as National Association for the Educa- 
tion of Young Children have formed task forces to work with the in- 
surance companies and legislators on this issue. In California, one project. 
Insurance for Child Care, has successfully lobbied legislators and the in- 
surance commissioner to intervene and set up guidelines. But there is still 
much more to be accomplished. 

Even in a safe home an accident is possible. Prevention is the best form of 
insurance. Each state has its own requirements. For example, in California, 
providers are not required to carry liability insurance and can have 
parents sign a waiver stating they understand the provider is uninsured. 
However, this waiver does not relinquish the parent's right to sue. It is ad- 
visable to obtain a policy to cover yourself in the event of an accident. 
Each insurance company sets its own underwriting guidelines to determine 
policy. Providers should do some research before purchasing a policy. 
There are many things to consider before investing such as: 

1. Is coverage in effect while the child(ren) is in the home? 

2. Does the policy cover everything including the yard, home and automobile? 
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3. Are there restrictions on the number of children or hours of business? 

4. Research group rates available through national associations or child care 
agencies. 

5. Read the policy carefully, especially the fine print. There may be limitations 
on numbers or hours the policy is in effect. 

6. Explore the possibility of riders on an existing homeowners policy. See 
resource section for information on insurance. 

Quality Resources 

The quality of care depends on many factors. These include: 1) the reia- 
tionships between the parent, provider and child, 2) the variety of pro- ' 
gram activities offered, 3) the maintenance of a safq, healthy home, and 4V 
most importantly, the provider's training, experience and resources. 

Resources for family day care providers are available from many sources. 
Most states have chapters of the National Association for Family Day Care. 
Your community may have a local chapter to join. Other community pro- 
viders are the best form of support you can have. Some community agen- 
cies offer umbrella sponsorship* for providers. Some typical services in- 
clude toy/equipment lending libraries, workshops, training and technical 
assistance. Local hospitals or the Red Cross offer courses in first aid and 
CPR. Community colleges may offer courses on child care issues. Most 
Cdn be taken for credit and applied toward a degree. 

Food Program 

The federal government offers a reimbursement program which helps to 
pay for nutritional, balanced meals served to children in day care. This 
program also offers training in nutrition and meal planning. Local resource 
and referral agencies can also provide additional information. The more 
resources available to the provider, the better the quality of child care. 

-umbrella sponsorship - some communities offer task forces or other types oi umbrella groups 
tor proyioers. 
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S CARING LINK: 

THE CARE BOOSTERS NETWORK 



The CARE bo6sters;.network consists of three components, child care and 
resources for elder care and for the developmentally disabled. The child 
care component includes the CARE Boosters family day care system com- 
prised of 38 homes, twelve child care centers, after school and summer 
camp listings, and^n-home sick care for the mildly ill child. Elder care 
r^ources include listings of center based care, transportation, nutrition 
and other information ^and referral agencies interested in the well-being of 
seniors. Listings of several community agencies equipped to handle 
"special needs" are included in the developmentally disabled component. , 

r\ 

Family Day Care System 

There are several options that may be chosen when setting up a family 
day care system. Define the desired objectives and develop ah action plan 
to achieve them. Th following are guidelines the CARE Boosters project 
established in the formation of its network. CARE Boosters found it ad- 
visable to maintain an "independent contractor" relationship with its^ pro- 
viders for liability reasons. Research the implications of both "independent 
contractor" and "employee"relations to determine your options. 

Recruitment of CARE Boosters Family Day Care System 

1. The following are forms of publicity that can aid in the recruitment of family 
day care home providers: 

a. Inform the local Family Day Care Association of your program. 

b. Advertise in the classified section of local newspapers and magazines. 

c. Develop marketing materials and distribute to licensing agencies for 
family day care providers. 

d. Distribute marketing rnaterials to local service clubS; libraries, and other 
interested parties to promote the network throughout the community. 

2. Mail an introductory packet, including a provider profile to prospective pro- 
viders and follow up with a phone call to set up an appointment for visita- 
tion. CARE Boosters utilizes the provider profile to collect background and 
philosophy information on each family day care provider. It includes ques- 
tions on areas such as: 

1. Previous experience working with children. 

2. Education; trainings and seminars in early childhood education^ family 
day care, and/or ,curriculum development. 
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3. Home environment: describing a typical day and'focus of program 
(school-like, extended family, play place). 

4. Business background: hours of service, parent/provider contract and 
type of care available (part-time, full-time, overnight, weekends). 

Selection Process used for CARE Boosters System 

Interview and Selection 

a. After the provider profile is submitted, an interview should be scheduled . 
at the provider's home. CARE Boosters utilized the Provider Interview 
Form. The Provider Interview form is a check list developed to gather 
additional information and facilitate a safety check of site. Questions in- 
cluded provider/child ratios, license limitations and capacity, health and 
safety, daily, program issues including activities, discipline policies, nutri- 
tion and provisions for special needs children. 

b. During the interview, determine whether the following criteria has been 
met: 

1) Provider is licensed by the state and is in compliance. 

2) Provider has proof of liability with a certificate of insurance. 

3) Provider meets additional standards established by CARE Boosters. 
(CARE Boosters guidelines arc based on the Child Development 
Associate, a national credentialing program.) 

c. if a provider does not meet the standards s/he will receive written 
notice indicating why provider was not accepted. The provider is then 
given the option of rescheduling another interview after 30 days. 

d. Once an agreement is reached, CARE Boosters is available to assist pro- 
viders in meeting system standards by providing resources and 
information. 

Orientation 

Upon selection to participate in the CARE Boosters System, an orienta- 
tion in- the provider's home is conducted. The purpose of this orientation 
is to: 

1. Outline the project and discuss the concept of employer supported depen- 
dent care. 

2. Provide guidance and assistance in establishing and maintaining a nign quali- 
ty day care home environment. 
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.3. Provide technical assistance and resources to the provider, which aids in the 
development of policieSi rules and regulations, to establish a professional 
day care environment. 

4. Complete a one year pw.rticipation agreement with the provider. 

5. Instruct the provider on the procedure for keeping the program informed of 
available slots. (The provider vvill telephone the program as vacancies or 
changes occur.) 

6. Make available for the provider information and telephone numbers should 
they require assistance. 

7. Inform the provider of monthly visitations and curriculum packets. 
Agreement Between Family Day Care Home and CARE Boosters 

1 . Training on child care related topics will be provided by the project to the 
provider. This training will be: 

a. held at a date and time that is convenient for the providers 

b. not mandatory, but providers are highly encouraged to attend 

c. available free of charge to participating providers 

2. Support 

a. Curriculum information is delivered monthly to the provider's home. Ex- 
amples include: 

1 . arts/crafts ideas 

2. special events 

3. health and safety information 

b. Monthly newsletter is distributed to providers. Included in the 
newsletter: 

1. announcenfients of upcoming workshops and related extension 
courses at local colleges 

2. update of community activities 

3. information regarding day care related concerns of providers, e.g. 
liability insurance, etc. 

4. legislative arid advocacy updates 

c. Providers are visited monthly. Visits are documented in the provider's 
fiie. 

d. Department of Social Services is contacted on a regular basis to ensure 
that provider's license has not come under investigation. 
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3. Evaluation • This is an informal process and forms the basis for assistance 
and training opportunities. The providers understand that they are not being 
visited for the sole purpose of evaluation. Indeed, some providers welcome 
the opportunity to talk with another adult. During these monthly home visits 
providers are able to discuss concerns or ask for assistance in areas of dif* 
ficulty. CARE Boosters staff kept the following points in mind when visiting: 

a. Supervision/evaluation is limited due to the fact that providers are in- 
dependent contractors. 

b. If substandardsite or care is observed, a walk through evaluation will 
be requested. Results of this evaluation include: 

1. written notice of observed discrepancies will be given 

2. any problems noted are expected to be corrected immediately 

c. Failure to comply with the project standards will result in immediate ter- 
mination of the agreement. 

Agreement Between Provider and Parent 

1. Referrals were provided to employees of CARE Boosters companies. 

2. Placement of a child in the CARE Boosters System is contingent upon 
agreement between the^provider and the parent. 

3. CARE Boosters maintained an "independent contractor" relationship vyitlj^its 
providers. This operating decision is based on the issue of incurred liability. 
As an "independent contractor the provider is responsible for setting jind 
collecting fees, establishing and maintaining the site and obtaining insurance. 
(Refer to section on "Family Day Care - The Providers Role" for more 
detail.) 

Eider Care Resources 

Originally, CARE Booster, intended to develop a family day care home 
which could care for the elderly. The philosophy was that many of the 
same benefits which children enjoy in home based care could also be 
shared by elders. However, it was found that licensing made the cost of 
family day care homes for elders prohibitive. CARE Boosters did find a 
couple who were willing to license their home but, when they applied to 
the Department of Social Services, they found there were no licensing 
regulations governing senior day care. The Department of Social Services 
requested the home meet both the licensing regulations of Family Day 
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< Care and a Board and Care facility, Unfcrtunately, meeting both of these 
regulations required major site modifications such as the installation of 

^ ramps, additional toilets and widening of doorways. Because of the pro- 
hibitive cost of these modifications the application was withdrawn. 

Subsequently, through CARE Boosters surveys it was found;that most 
seniors preferred independent living and actually needed services which 
would compliment these arrangements. So in addition to senior centers, 
CARE Boosters researched existing community resources in the areas of 
transportation, nutrition and social clubs. Information and Referral pro- 
grams were also listed since they keep an updated listing of legal services, 
tax assistance programs and other information on issues for the elderly. 

. Developmentaliy Disabled Resources 

When developing or locating resources to serve "special needs" children, 
there are many considerations. Parents often find-there are limited optipns 
available and that their needs are very different from other families in day 
care. Often they are looking for a combination of services such as special 
education programs, day care and transportation. 

"Family day care probably serves more handicapped children than any 
other arrangement. Contributing toihe popularity of this model are the 
flexibility of hours, the cost and convenience of these arrangements, and 
the home-like atmosphei-e parents often look for when they select a site 
for their young child."' 

CARE Boosters recruited community resources whichtserved this popula- 
tion through center based educational programs and parent support 
groups. These complimented the CARE Boosters Network. 

'Cfoup Care for young Children Considerations for Child Care and Health Professionals, 
Public Policy Makers, and Parents; Johnson & lohnson, 1986. 
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GIVING DEPENDENT CARE A BOOST 
THROUGH A PUBLIC RELATIONS PLAN 



The success of a project is dependent upon the quality of the provider 
network, its utilization by employers, and the support of the community. 
Networking, ccrrmunity presentations and linkages to local groups are the 
basis of your Public Relations Plan. The Public Relations Plan will assist In 
the marketing process and, more importantly, cultivate advocacy and sup- 
port for your efforts. 

Networking 

The first step is to identify resources in the community. The child care 
field has historically been fragmented. However, with the current attention 
focusing on child care, groups are forming to, provide advocacy and sup- 
port. Many communities have formed child care task forces to study the 
impact and provide recommendations. These task forces can be either ap« 
pointed by the city council or comprised ^of volunteers and advocates 
recognizing the advantages of a united front. City council appointed task 
forces usually have a time restriction placed on them and.are able to 
move naturally to implementing recommendations. Voluntary task forces 
can be as successful if well organized, community represented and goal 
oriented. 

Other local chapters such as the Family Day Care Association (FDCA), the 
National Association for the Education of Young Children (NAEYC), the 
Childcare Coordinating Council, Commission on Youth, Women and 
Families, groups formed under umbrella sponsorship from United 
Way or resource and referral agencies are often available. If no such 
group exists in the community, explore avenues for forming one. 

Membership to these advocacy groups will afford many opportunities. 
Identify others with similar concerns for possible joint ventures. Combined 
efforts are often more successful, not to mention timesaving. "Piggyback- 
ing" on training, workshops or other events is also effective. Active par- 
ticipation provides updated information of national and local concerns, 
events and trends via meetings, newsletters, minutes and publications. Get 
on as many mailing lists as possible. These can be excellent sources for in- 
formation. These groups are also forums to publicize the project's con- ^ 
cerns and successes. Cultivate others to provide information and ad- 
vocacy. This support insures the success of a project. 
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^Presentations 

Presentations are an effective technique to establish and publicize a pro- 
ject. Most communities have clubs and groups which meet regularly; 
Rotary Clubs, Kiwanis, professional women's networks, and 
employer/human resources associations are often looking for. speakers. 
Some communities publish an annual directory. Call of write to schedule 
a presentation but keep in mind that often these groups plan far in ad- 
vance so it may be months before a time can be scheduled. 

Presentations can also be scheduled at seminars or conferences both local- 
ly or nationally. Organizations such as NAEYC hold annual national, 
statewide and local conferences. Universities and community colleges 
often sponsor forums or seminars. Write or call to find out their applica- 
tion process. ^ 

While this process can be overwhelming at times, the benefits are quickly 
realized. You will gain invaluable information of local and national con- 
cerns, issues and trends in addition to establishing the project as in- 
novative and viable. 

CHAMBER OF COMMERCE 

Your local chamber of commerce can also be a resource or liaison to the 
business community. As the dependent care issue escalates, chambers are 
becoming, involved, not only in response to employees' needs and 
heightened awareness, but also the fear that the federal government will 
mandate employee benefits. 

In February 1988, the Board of Directors of the United States Chamber of 
Commerce adopted unanimously a position paper on balancing work and 
family responsibilities. 'Recognizing the changing demography of dual 
working couples and increases in single head of households, it was voted 
to encourage employers to assess and accommodate its changing labor 
force. As employers recognize the correlation of dependent care to pro- 
ductivity, recruitment and retention of employees, they are exploring 
available options. Sonie chambers have taken the initiative by funding 
studies, training programs or task forces. Contact your local chamber of 
commerce as it may already be involved through local programs. Cultivate 
a working relationship by volunteering to vyrite an article for their newslet- 
ter or speak at one of their events, they rriay also be able to endorse the 
project to employers or provide you with leads of interested persons. 
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MARKETING CARE BOOSTERS 

TO EMPLOYERS 



Marketing, -by definition; is finding a need and filling it with a product, 
* service or idea that results in a saifsfactory exchange between the pro- 
ducer and the consumer. Employers havc-a-heed but do not always 
; recognize it. The task of G^RE Boosters then became one of educating the 

employer as to the benefits of assisting their enijjlpyees' day care needs. 
Marketing employer-sponsored day care to companies is unique in that 
they are receiving the benefit, of the product indirectly through their 
employees. This marketing situation is likened to sweetened cereal where 
the cereal manufacturer must appeal to both the child as the consumer 
and the parerit as the buyer: In both cases (cereal and employer spon- 
sored day care), the buyer has total control over the product's purchase. 
Therefore, it is necessary to convince the buyer (the company) of the 
features and advantages of the purchase while meeting the needs of the 
consumer (the employees/parents). 

This is accomplished first by understanding.the product— CARE Boosters 
Network. What are the features and benefits that will appeal to a buyer 
and consumer (employer and employee)? The employer as the buyer must 
be convinced that a network will satisfy the needs of their employees. 

The development of a CARE Boosters Network is the basis of success or 
failure. The GARE Boosters Network is the product. Image is very impor- 
tant to success. Both the providers chosen and the umbre'la agency's im- 
age in the community is a consideration prior to establishing the network. 
After laying this groundwork, the next challenge is how to communicate 
to an employer the advantages of a network. The following are several 
practical steps CARE Boosters found necessary to the process: 

Step One: Identify the target market. This means look at the whole community 
and look at the competition (What is going on in employer spon- 
sored day care in the community?). After making this assessment, 
decide which group of companies would most benefit from a 
network. 

Step Two: Obtain a list of companies from the local chamber of commerce. 

Based on the assessment of the target market (e.g. companies with a 
high percentage of women.and companies with 100 or less 
employees) write a letter addressed to the President or CEO. The let- 
ter should have an introductory tone— explaining the advantages of 
employer sponsored day care as well as the benefits of a network. 
Enclose a-brochure or fact sheet on the project. (See Appendix A, p. 
39, fact sheet) . 
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Step Three: Two weeks, later, place a call to the President or CEO of the company. 



This call serves the following purposes: 

1. to qualify interest 

2. to set up a time that is convenient for an appointment— let them 
know that it won't take more than 15 minutes 

3. to establish the contact person (nine times^out.of ten the President 
or CEO will delegate. either his secretary, or in large companies, 
the personnel or human resource manager to meet with you). 



Step FoLin Go to the company prepared; presenting in a professional manner. 



The slide show or presentation should not be more than ten minutes. 
The more concise, the more receptive the contact person will be. Be 
very clear, recognize how busy they are and be prepared to take just 
fifteen minutes. However, it is up to the employer if they would like 
more time. Be prepared to stay as long as questions continue. 



Step Five: If the person has the authority and wants to move ahead immediate* 



ly, arrange a survey (See Appendix B, p. 40) to determine the need. 
Often, this is not the case and the contact person will need addi- 
tional time to discuss with their supervisors. Two weeks follow-up is 
a good rule of thumb. 



Step Six: Set up a survey schedule with the contact person. The schedule 



should consist of: 

1. a notice to the employees concerning the survey. This notice 
should go out two weeks prior to the survey date. (This can be 
done with a poster or memo). 

2. delivery and distribution information for the employees. The 
survey should always include a cover letter and return envelope. 
The cover letter should include instructions as to the person to 
whom the survey should be returned. (CARE Boosters most suc- 
cessful return rates were when companies had a central location 
for employees to return the survey or in large companies, return- 
ed to the supervisor.) 

3. a date for pick-up of the completed surveys. 



Step Seven: The lime given to the employees to fill out the survey should be no 



less than two days nor more than four. A more effective option is to 
have the surveys completed during an employee meeting on com- 
pany time. Remember, be flexible with guidelines. The employer may 
desire other timelines or format. 



Step Eight: After the survey results have been compiled> a written Survey Report 
should be presented to the contact person. Recommendations based 
on the survey data should be included. 
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Step Nine: This step will vary depending on the survey.rcsults. If the results 

show a definite need/ then Ihe Survey Report and subsequent recom- 
mendations (eg. CARE Boosters Network) follow. If;the survey results 
are not signifiqint, then the approach can be an introductory one to 
employer sponsored ctependent care through the IRS Code Section 
129. Section 129, Dependent Care Assistance Program, is an effective ior 
troductory step for employers. This plan is beneficial to employers 
arid employees from a tax perspective. 

Step Ten: Follow-up! Follow-up! Follow-up! Your relationship with the company 
through the contact person is .crucial. You should assist your contact 
in establishing with the employees the new benefit. Employee 
meetings or "Brown Bag Workshops" are a good way to disseminate 
information and establish the rapport necessary to a successful 
program. Posters with a phone number should be posted fn 
employee lunch rooms. Parent Dependent Care Resource Manuals 
should be available to the employees through the personnel or 
human resource department or in small companies at your contact 
person's office. 



Marketing does not stop after the sale is completed. We cannot say 
enough about follow-up. Follow-up is imp6rtant:to the success of a pro- 
gram and should be done not only with the companies being serviced but 
also those contacted but who were not interested. Situations change arid 
so do people. Check back every six months with a phone call. Just call to 
say "hello" and check on whether there has been a change in their situa- 
tion. Remember, the Employer Benefits Research Institute, predicts "Child 
care will be the fringe benefit of the 1990's". So it's not a matter of if/but 
when! 



PROMOTIONAL TOOLS 

The promotional tools developed to support CARE Boosters marketing ef- 
fort were an important component to the overall marketing plan. These 
tools consisted of: 



1. A brochure, describing the service and cost. 

2. A fact sheet which presents statistics on child care and elder care 
needs and the benefits of providing employer supported day care. ' 

3 A slide show which consists of slides of homes and elder care 

resources in the CARE Boosters Network. A slide show tells the story 
in 10 minutes {CARE Boosters solicited the media department of the 
local community college in North San Diego County to assist in the 
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design and development). The slide show was shown on a portable 
piece of equipment, (i.e.. Singer Caramate) This provided flexibility 
and easy viewing. (The slide show can be purchased by writing the 
Boys and Girls Club of Escondido, 115 West Woodward Avenue, 
Escondido, CA 92025; ATTN: CARE Boosters). 
4. A poster which was placed In the employee's lunch room or company 
personnel department. 

SURVEYING 

CARE Boosters survey was designed in collaboration with the Regional 
Research Institute for Human Services, Portland State University. Arthur C. 
Emien, Ph.D., Director and Paul Koren, Ph. D., Research Associate, have 
been surveying employees from a variety of companies about their depen- 
dent care needs since 1982. The association with Dr. Emien and Dr. 
Koren greatly enhanced CARE Boosters success in providing a professional 
needs assessment process. (See Appendix B, p. 40 for ccjy of survey). 

The following, written by Dr. EmIen and Dr. Koren, describes the survey 
method used and why. 

"The suryey method used takes a hard-nosed approach to needs 
assessment by examining what employees are cunrently doing for 
dependent care and what difficulties they are experiencing at.home 
and at work. Questions about preferences or ideals are generally 
avoided in fevor of more behaviorally-grounded items in order to ob- 
tain information that has inherent face validity and that provides a 
more reliable basis for making decisions. This information is collected 
through a standard survey questionnaire which is given to all 
employees regardless of the extent or nature of their dependent care 
responsibilities.. In this way, the resultant data allows comparisons of 
all sectors of the workforce on key indicators such as absenteeism and 
stress. In particular, employees with various dependent care respon- 
sibilities can be contrasted with those who 'o not have such 
responsibilities. 

The use of a standardized questionnaire in this type of survey has 
several advantages: (1) development of questionnaire items for each 
organization or worksite is avoided or minimized, (2) experience with 
these questionnaire items allows more accurate and efficient data 
analysis without the need for lengthy examination of item 
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characteristics for each job, (3) data from other companies organiza- 
tion, or geographic locations are comparable and therefore can be us- 
ed for selective comparisons, and (4) the data can be pooled across 
many sites to provide a general picture of dependent care issues and 
their impact on the workplace. In practice, this standardization has 
taken the form of a core group of items that have been used in every 
survey, supplemented by additional items that address particular needs 
or interests of a company, organization, or research group. Thus one 
version of . the qu^tionnaire added a large group of items concerned 
with employees' interest in an on-site child care center. The result of 
this approach is a low<ost flexible method of needs assessment that 
provides practical information useful for a range of purposes." 

RECOMMENDATIONS 

Recommendations should be based on the total employee population's 
needs. But moreJmportantly, it is imperative to note that employees' 
needs change daily. Therefore, the recommendation should not just ad- 
dress today's needs but, rather, the recommendation should be a part of a 
long range plan. The Section 129, Dependent Care Assistant Program 
(DCAP) is an excellent first step for employers. 

Utilizing a long range plan starting with a DCAP addresses employees' 
needs for dependent care support and^addresses the monetary issue. It is 
a statement that a company makes to its employees which says "we care 
about you as a whole person". We recognize that to be a productive 
employee you must be a healthy employee. To be healthy you must have 
minimal stress in your life and while a company does not want to play a 
family counselor role toward employees, there is a growing trend among 
progressive companies to look at the entire health of the employee and 
provide support through information on diet, exercise, alcohol, drugs, and 
dependerft care. 

This first step then sets the stage for further involvement and provides 
employees the financial relief so needed when caring for dependents 
(child and elders). Also, this first step represents a minimal financial 
obligation and involvement for employers. The following section written 
by Garth O. Reid, Tax Attorney, describes the advantages of Dependent 
Care Assistance Programs. 
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ADVANTAGES OF DEPENDENT CARE ASSISTANCE PRCM^RAMS 
A Tax Benefit Provided by Internal Revenue Code Section 129 



"Since 1981, the Internal Revenue Code has allowed employers to pro- 
vide Dependent Care Assistance Programs to their employees as a tax-free 
fringe benefit. Such programs are designed to pay or reimburse the 
employee for dependent care expenses that the employee incurs for his or 
her dependents. Such dependent care expenses are those expenses which 
vyould otherwise be deductible by the employee under internal Revenue 
Code Section 21. Specifically, such expenses include employment related 
expenses of dependent day care centers, either on the employer's 
premises or operated by third parties. However, such expenses can be in- 
curred only for the care of a dependent who has not reached his or her 
15th birthday, or for a dependent who is physically or mentally incapable 
' of caring for himself or herself regardless of age. 

A Dependent Care Assistance Program, or DCAP, is relatively easy to im- 
plement. In order to have a qualified DCAP, the employer must establish 
^a written plan specifying that DCAP benefits or allowances are non- 
discriminatory, both as to eligibility and amount. Further, the employees 
must be notified of the availability and terms of the dependent care 
benefits or allowances. At the end of each calendar year, each employee 
must receive a statement from the employer setting forth the amounts paid 
or expenses incurred by the employer for such employee's dependent 
care assistance during the previous calendar year. 

ADVANTAGES OF DCAPs: 

Since the DCAP benefit is not considered part of an employee's salary, the 
employee is not required to pay federal income taxes or social security 
taxes on the DCAP benefit. In some states, DCAP benefits are also exempt 
from state and city income taxes. 

On the other hand, amount paid for DCAP benefits or allowances are 
deductible by the employer. 

The employer has two basic options in regard to financing DCAP benefits. 
Such options may be used separately by the employee, or may be 
combined. 
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The first option is that the amounts paid for the DCAP benefits or 
allowances may be underwritten by the employer as an additional fringe 
benefit over and above the employee's current pay and benefits. 

Alternatively, the employer may elect to have DCAP benefits provided in 
the form of reductions from the employee's salary payments. For example, 
the employees would have the option of receiving their full salary, or 
electing to forego part of the salary in return for the payment of DCAP 
benefits by the employer. Since the employees do not pay income tax on 
the DCAP benefits (provided the plan is maintained in accordance with 
the Internal Revenue Code), such DCAP benefits actually represent an in- 
crease in spendable income for the employees, as compared to an 
equivalent amount of straight pay. 



The employee is not allowed anytdeduction or credit under any other sec- 
tion of the Internal Revenue Code for any amount excluded from the 
employee's income as a Dependent Care Assistance Program allowance or 
benefit. Thus, the employee cannot obtain a double-tax benefit. On the 
other hand, qualifying expenses of the employee which are not paid or 
reimbursed, by the employer as a DCAP benefit may qualify as a deduc- 
tion and/or credit to the employee under other sections of the internal 
Revenue Code. 

The amount of the DCAP benefit that the employee can exclude from in- 
come each year is limited to the employee's earned income, of in the 
case of a married couple, the earned income of the lower earning spouse. 
In any event, the total amount the employee can exclude from income 
may not exceed $5,000.00 per year, or $2,500.00 in the case of married 
individuals filing separately. 

Thus, an employee with a nonworking spouse may not be able to exclude 
any Dependent .Care Assistance Program payments from his income. 
However, if the employee has a spouse who is a full-time student for at 
least five months during the year, or if the employee has a spouse who is 
disabled, then the spouse will be assumed to have earned $200.00 per 
month if there is one child, or $400,00 per month if there are two or 
more children. 




In order for a Dependent Care Assistance Program to qualify under the In- 
ternal Revenue Code, the program must benefit employees under a non- 
discriminatory classification. Specifically; it must not favor employees who 
are officers; ownerS; or highly compensated employees or their 
dependents. In this regard; not more than 25% of the amount paid by an 
employer under a DCAP may be for the benefit of employees who own 
more than 5% of the company. 

AlsO; the benefits. provided to employees who are non-highly compen- 
sated employees* must be at least 55% of the average benefits provided to 
.Wghly compensated employees unless the employer elects to qualify the 
plan as a "statutory employee benefit plan;" in which case different re- 
quirements would apply. 

All in all; Dependent Care Assistance Programs are a valuable fringe 
benefit that may prove attractive to many employees and employers. 
However, such a plan should be installed only with the assistance and 
guidance of your attorney and accountant." 

The second step would be the linking up with valuable dependent care 
resources through the CARE Boosters Network model. 

CARE Boosters was designed to assist employees in searching out needed 
services for all dependents (children; elderly*or developmentally disabled). 
The CARE Boosters Parent Dependent Care Resource Manual was 
compiled to address all these needs for employees. As a complement to 
DCAP; CARE Boosters effects employees' lives by enabling them to find 
care when the need arises without the frustrating hours normally con- 
nected with finding quality care. 

SERVICING 

The success of the program depends on the acceptance by the actual 
users; the company employees; of the service. Because the employees did 
not personally make the decision to contract with the program and the 
decision came from the employer; there may be some hesitation to utilize 
the service. The employee must now be sold on the program. Some of the 
ways you can encourage their participation are: 

1 . The Parent Dependent Care Resource Manual 

2. Flyers introducing the service 



3. ''Brown Bag" Workshops on parenting tips and understanding 
changes related to aging. 

4. A newsletter focusing on how to balance work and family life 
responsibilities 

5. Posters indicating availability for special needs or problems 

6. Special notices indicating holiday or vacation child care information 

Communication is crucial to success. It is imperative that the employees 
achieve a level of confidence so that they will feel comfortable in utilizing 
the resources. This will result in repeat business with the employer. 

THE CARE BOOSTERS/EMPLOYER AGREEMENT 

The Agreement between the Employer.and the Program should be drawn 
up by an attorney. It should spell out the services provided; the amount 
to be charged; and the length of4he>contract. The contract should have a 
hold harmless clause. A hold harmless clause will aid in protecting your 
entity. AlsO; include a sentence that explains that the providers will accept 
responsibility for the care and safety of dependents in their facility. 

Also; be sure to include a 30 day voidable at option of either party 
clause. But most important; be sure the agreement is reviewed by an at- 
torney prior to its use to minimize liabilities. 

LIABILITY 

Liability is an employer's concern; a provider's concern and an agency's 
concern. The agreement is a deterrent that will minimize the concern. It is 
also imperative to consider liability insurance. Contact an insurance agent 
to determine the need and consult an attorney for specific advice as it 
relates to the project and its structure, (e.g.; the relationship consideration 
w.hen structuring the family day care system; and "independent contrac- 
tor" vs. "employee" relationship has implications that affect an agen- 
cy's/project's liability concerns.) 
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THE CARE BOOSTERS/EMPLOYEE AGREEMENT 

The Agreerrant between Employee and CARE Boosters was necessary to 
further hold the program harmless. In addition, the Parent Dependent 
Care Resource Manual was held confidential and the agreement was 
necessary to insure that it remained so. As with the other agreements, it is 
always advisable to consult with an attorney when developing the agree- 
ment to be used. 
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CARE BOOSTERS SURVEY RESULTS 



Ten companies were surveyed during the project. Six thousand three hun- 
dred eighty six (6,386) surveys were distributed to employees in com- 
panies of varying size and type in North San Diego County. 

The following are the companies who participated; 



COMPANY 


TYPE OF COMPANY 


# OF EMPLOYEES 


Escondido National Bank* 


Bank 


53 


North County Fair* 


Shopping Center 


2556 


Pacific Bell, 






No. S.D. County Division 


Phone Company 


550 


Escondido Police Department 


Municipality 


147 


•Signet Armorlite* 


Manufacturing Plant 


650 


Times Advocate 


Newspaper 


250 


Fluid Components 


Manufacturing Plant 


125 


Teledyne Aero-Cal 


Manufacturing Plant 


100 

450' 


City of Escondido 


Municipality 


Hewlett Packard* 


Manufacturing Plant 


151)6 


NAPP Systems** 


Manufacturing Plan.; 


350' 


•Bestronics** 


Manufacturers Representative 


9 


•Trust Deed Counselors** 


Mortgage Broker 


.25 



The seven companies who contracted w'wh the network had 70 employees 
who signed agreements and received the CARE Boosters Parent fJepen- 
dent Care Resource Manual. As a result,, 53 inquiries were mad(i and 
twenty-two children were placed in the network. No record of 
elder care resource placements were kept. 

The graphics on the following pages depict the compilation of the survey 
results. 

• Contracted with CARE Boosters Network subsequent to survey. 
Contracted with CARE Boosters but did not choose to survey employees. 

• Implemented DCAP. 
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OVERALL RESPONSE RATE: 2,370 employees responded to the survey, for 
a response rate of 37%. (A total of 6,386 surveys were distributed to 
employees In 10 different companies of varying size and type In 
North San Diego County, California. 



PERCENT HAVING DEPENDENT CARE RESPONSIBILITY: 43% (n=1 .025) of all 
respondents had the responsibility of caring for either a child or an 
elder. 33% had child care responsibilities and 10% had 
. elder care responsibilities. 

o 33 

ERIC 



CHILD CARE GROUP 




TYPES OF CHILD CARE USED 




TYPES OF CARE USED: 28% of those who responded used family day care. 
Other types of care used were: activity (23%). self (25%). centers (22%). 
and visitors in the home (10%). 
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REPORTED ABSENTEEISM WITH CHILD CARE 
GROUP DURING A ONE MONTH PERIOD 




DIFFICULTY WITH ELDER CARE ARRANGEMENTS 




DIFFICULTY WITH ELDER CARE ARRANGEMENTS: An average of 40% of the 
respondents expressed concern in locating the necessary resources. 

TYPES OF ELDER CARE: 100% of the enfiployees indica .ig they required 
elder care, reponded that self-care was nfio.st frequently used. 
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CONCLUSION 



The CARE Boosters model presented in this handbook provides you with 
the tools which can be used to emulate or adapt CARE Boosters in other 
communities. 

When establishing the CARE Boosters model the business and network 
components were formulated simultaneously. CARE Boosters ad- 
ministrative structure included a Director of Business Development and 
Director of Network Development. The directors had strengths in each 
respective field prior to becoming associated with CARE Boosters. Each 
director strategized and developed an action plan to accomplish the 
ultimately successful result. 

The following steps outline the action plans: 



Business 

♦Public Relations Plan 

(.'^llow approximately 1 year to 

implement) 
•Marketing 

* Presentations 
•Survey 

* Recommendations 

* Agreement 
•Service 



CARE Boosters Network 

•Determine Resources 
•Solicit Family Day Care Providers 
•Evaluate Providers & Facilities 
•Select Network Members 
•Establish Network Resources 
•Follow-up Visits to Distribute 
Curriculum Packets 
•Networking to Maintain Relationships 
•Ongoing Support 
•Ongoing Recruitment 



The Business and Network Action Steps must be implemented cf .--^rrent- 
ly to ensure success. 



: ERIC 
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The results have been a project that assisted and produced a strong 
system of family day care providers who maintained quality homes for the 
employees of the companies contracted. In addition, elder care and 
developnrientally disabled care resources were compiled in the Parent 
Dependent Care Resource Manual to form the CARE Boosters Network. 

the goal was to produce employees who were more contented while at 
work and, subsequently, more productive. 




SPONSORING 
EMPtOYER 



PROVIDER/RESOURCE 
NETWORK 



W:ONTENTEDi-#^ 
^EMPLOYEE^ 
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Care and Resources for Employees 
and their Dependents 



The Project and its Purpose: 

CARE Boosters - Care and Resources for Emjjioyees and their Dependents; 
is a three year demonstration prpject/federally funded by the Administra- 
tion^for Ghildrenj Youth, and Families, Department of Health and Hitman 
Services/lts purpose is to develop employer sponsored dependent day 
care networks which wiir provide small group care for children, elderly 
and the developmentally disabledlin home settings. By linking community 
family.day care providers rand other caregiverst with local businesses, 
4hrpugh th^.development of Dependent Care Assistance Programs, /the 
project demonstrates the feasibility of providing cost effective dependent 
care as a fringe benefit for employees. . 

The project is designed to create solutions fofbusiness and the workings 
parent: It explo^ plans for dependpnt care might be 

suitable for a particular company, and/if so, what optibns would b? most 
appropriate. The project conducts needs assessments among participating 
businesses ahd/helps develop dependent care benefit packages based on 
suryey findings, the project recruits quajified dependent care providers 
and develops a trainihg.curriculum based. on Child Development Associate, 
credentiaUuriction areas. The expected;results of this project include the 
development of models to be used nationally. In addition, the data col- 
lected from the. needs assessment will contribute to the formulation of a 
national data bank. 

Thfcdgli the professional expertise of the Boys and Girls Club of Escon- 
dido, CARE Boosters will increase the availability of trained providers who 
are both accessible and affordable. By using locally established family day 
care homes, the project will benefit employment within the community, . 
while providing a safe, warm and stable family environment for 
dependents of working parents. ^ . \ . 

This national demonstration project will do the following: 

1. Study the effecti.of dependent responsibilities with stress in the workplace. 

2. Assess the extent of reed among workers for assistance with dependent 
' care. 

3. Work Avilh employers to establish Dependent Care Assistance Programs. 
4; Plan, develop, implenient and market employer sponsored family day care 

and adult day care networks. 
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APPENDIX B 

Survey 



' llSW.Wottfnrd , 



CARE BOOSTERS, CARE AND RESOURCES 
FOR EMPLOYEES AND THEIR DEPENDENTS 



Emptoyw Survey 



MSTRUCTIONSs Tbwik yM tocpwtlo^pflttni In oivtMnMyi HtflM ifNtf your MNW^ 

^HMlltii M TIC BOX pivMtfstf* AH iwponoM sro MwiiyMouo wid wM Mt ko CMn by your Mnplo)^^ 



2. \biir«hMcM|row)d7 
i: mm 

2. I 



t. . PvolMtionil Of Mdmictl 

3. Sam 

-4. Cttrfcal 

S. Crate ^ 

4w Scrvtos (tood, haaitti, ( 



^7. U t eN ntofrnmot^ 
9w - Yantpoft optmof 
. NOfwann noot 
10. Oihan-L: 



4. >bur)obMatus7 

1. FtjN^ima 

2. Pvl«na 
3..0ncal 

5. Mxirlob ahm? 

1. bay* 4 Rotating 

2. Mgwa 5 Otttar 
3 8wtn0 

6. Tbamimbar of hours par waak 
you uauaRy work? 

7. Tbanumbarofdaytpar waak 
you uaualy work? 

1. Tba amount oltimaH usually 
takaa you 10 trMi ana vvay from 
iwmaioMfk? 



□ 
□ 

EZl 



•..Tbazipoodaof 
youf homa addfOii? 



10. Olfwr1iianyaursalf.wt)»taratfiaaga> 
(yaart) and aax ('M' - Mala, 'f - FamaK) o< 
bia paopia wtw ina in your houMhoW? To 
indlcaia agaa o( cMdran vnd%f i yaar. put 'B' 
lor Baby 



nJ2 [ZD I 



[ZD C 



12. laona of vm otfiar adutalnyour 
houaaftoU your aprvaa or pannai? 

1. ¥m 

2. No 

i3w Ooaa ha or stia wprtc ouiaitfa tha homa? 

1. >to 

2. No 

3. Not i^vKcabla 

14. What la lhaapproidmata annual groaa 
inooma o( your liaiiaaliaM? 



? 

□ 



1. UndartiO.000 

2. tlO.QOa«l4.tN 

3. t15.Q0a«1l.t0» 
4.S20.00M24.M0 
8.92S,00&«20.tW 

e.1 



7. S40.00044I.M9 

•,$$o.ooaw.Me 

•.«OO.OOMM.Me 
10. 170.000 or mora 



a 



15. What ia your awn paraonal annual graas 

1. Undar tl0.000 7. |40.000>S4».Me 

2. S10.00O414JI0 •w$SO.OO&«U,tW 

3. S1MI0O41I.M» 9. M0.O0O^.000 

4. t20.00M24.tM I0.f70.000ormora 

5. $25.00&«29,»M 
•.S3O,00&«30.t99 

10. OWiai Mia n yauratW ar»< your apouaa art 

^fiu aNgibIa to cMm arty of tha toNoivlng 
panona aa a daparwHrrt Of awamp t iOT on ypuf 
fadaral or atata ineoma tax ratum; 
ChMian? 1,'Yiit 
2. No 

3 Don't Know.) 
Paraon(t)6Sorot0ar71. Yn 

2. No 

3. Don't Know 
DtaaUadaduHa? i. Vn 

2. No 

3. Don't Know 



17 in tha past four wMks. 
Howr many days haM you 
misaadwork? 

How many timas hava you 
l)aan lata to work? 

How many timaa hava you latt 
work aarty or laft during iha day? 

WhUa at work, how many i«m*s 
hava you baan intarruptad 
(Mdudbtg tafaphona caus) 
lodaalwlihfamiiy.ratatad 



□ 
□ 

o 
n 



16 How Aiuch flORibitity do you hava (n your 
* work achadula to hand^ f amdy 



11. How many of tha aduftt in your 
houaahotd.inckxlngyoursatf, nn 
work outMa tha homa? I I 



.. AiotofHaxibiitty 

2. SomallaxIbHty 

3. HiMyanyHaxibAty 

4. NoHaiibMyatali 



□ 



II Hew long hava you workad lor this 



20. CIrtumatancas ditlaf and ab»^ ^aopta 
find K aaaiar than othara to combtna :vorklng 
wNh famHy raaponaibiNtiaa In ganaral. how 
aaay or dWicuK is it lor you? 

1, Wryaaay 4, Somawhat 

2. Ea^ tftficuli 

3 Somawhataaay 5 DttAcuH fiq 
0 Varydrtteult LJ 



21 Wi would bka to know wt^araas of kfa 
ara oaating dMAculty, viorry, and strsM lor 
paopia, In tha paat 4 waaka, to what axtant 
haM any of tha foikiwing araas of Ma baan a 
sourca of strata k) you? 
MDurhaaith: 

1 ftestrassatait 
2. Hardly any sirass 
3 Somastrass 
4. Alotofstrtss 

HaaKh of othar f amty mambtrt 

1, Noatrassatan 

2. Hardly any strass 
3 Somattrtu 
* AlotOfStrtU 

Child cara' 

0 Notapphcabla 
1. Nor msttan 

2 Hardly any strtss 

3 Somastrtts 
4, Aiotofttrtu 

Cart lor aldarty or d^abtad adutt ftmrfy 



□ 



□ 



□ 



0. Not appiicabia 
i< Noatrassttan 

2. Hardly any strass 

3 Soma sirais 

4 AlotOfttrtu 
Parsonal or fam4y finances 

1. Nostrassttati 

2 Hardly any itrass 

3 Soma ttrtss 
4. Ak)tOtt(rtU 

Ywrjob- 

1 Nostrtstatati 

2 Hardly any ttrats 

3. Somt stress 

4 AkJiofltrtts 

Family rttationships, including axianded 
family: 

1. Nostrassataii 

2. Hardly any ttrais 

3 Somastrass 

4 Alotofstrtss 

PLEASE CONTINUF. I 



□ 
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RAGE 2 



22. Doyouhavtcluldrtn(on(J«r«g9 I6)livifle 



I YM 

2. no 



□ 2S Doyouh«vtchildr*owN)looi(afttrth«mt«tv«sorara 
cvtdlorbyanoldtrbrotfmorsisitr und«f agt 10 



K you htv* no chNdrtn undtr 1 • living in your household. 
pieaM go to question /»38 on tho l«st page. If you do tMrvt 
ctiNdrM under II livtng m your household, pletee com* 
plete the foitowing questions. These questions ask about 
the child care and other arrangements that you currentty. 
use. 



23 Oo*tam«mMf of your household ag* 16 or ovtr I Yts 
lal(«c«r*of inyof lh«cNldrtnwtvt*you vtM««r1i7 2 No 



□ 



' i F YES. pitas* answtr all of th< 

1 iF.NO, altip this box. 


1 qu«ttlona in the box below. 


Is ihit person? , 
1 Your spous« or partner 
2. YourotOtrchM. iSorcldff 


3 Grandparent r~n\ 
4. Other 1 1 


What art thaagM and s«x('M'«Mai«. 'F'«Famaft)otth« 

J cft4<3r»fl car ad lor by tNs adult mtmbtol your household? To 
[ indicate ages of children under I yean put 'B' for t>at»y 











j While you are away a( work< ha 
I do you use this arrangement? 

How saiistied are ycuwith this arrangement? 
I Very sai>st«ed 
•".^ Satisfied 
3 Mnedftehngs 
4« Dissatisfied 
S. Very dissatisfied 



□ 



24 Does someo^ come to your home to care tor 
any of the children wfMie you are al work? 



1 Y*s 

2, No LJ 



IF YES. pI«m4 anawer all of the queationa in the box below. 
IF NO. skip this box. 



It this person a reUUve? 



1 Yts 

2, No 



□ 

What art the aget and sex (*M' • Male. 'F' • Female) of the 
cnildren who are ca/ed for txy someone who comes to your he i^e? 
To indicate ages of children under i yeac put *B* for btoy 

OCT] [iricr] CIO CD (ZQ 



While you are away at work, how many hours a week 
do you use Ihis arrangement? 

How satisfied are you with this arrangement? 

1. Verysaiitfied 3 MiieJitebngs 

2. Satisfied Dissatisfied 

S V*ry dissatitfted 

What It the average weekly cott 
of ttxt arrangement? 



□ 



while you are at work? 



I Yes 

2. No 



□ 



IF YES. pleeae answer alt of the qutttlona in the bo x balow. 
IF NO. sUp this box. 



What are the aget and sex {'M' • Male, "f • Female) of the 
chMren who care for ihemsefv*s or are looked after by an older 
brother or titter? To indicate aget of chikfren under i yeaipul 
•B' lor baby 



(1 



n r 



White you are away at work, how many hours a m 
do you use this arrangement'' ^ 

How satisfied are you with ihis arrangement? 

1 Very satisfied 

2 Satisfied 

3 Mixed fttlingt 

4 Dissatisfied 

$ Very dissatisfied 
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26 Art any of the children cared 'or m someone 
else s home while you are at work? 



1 ves 

2 No i 



IF VES. pleate anawer all of the quetiiont in the box below. 
IF NO. akipthia box. 



Is this person a reiaiive? 



Is this a licensed or 

registered family daycare home? 



1 Yes 

2 No 

1 Yts 

2 No 

3 Don't Know 



n 



What are the ages and sex r M' • Male, *F' • Female) of the 
ctvictun cared tor m someone else s home? To indicate ages ol 
ctiitdr«n under 1 year, put "B' tor b^ 

EZuzocDcuLTjcrja 



a 



How long have you used this 
child care arrarigement? 

White you are away at work, how many hours 
a week do you use this arrangement* 



About how far IS It Irom your home to this child cart arrangement? 
t Next door 4 mtie 7 AmHi 
2. tor2bkKks S.iuJi 8 Smiles ^ rJ| 
3 Vt mile 0 2 mAn 9 Over 0 miles t I 

About how lar IS It Irom your wofk to tfus child care arrangement? 
1. Next door 4 mile 7 4 miles 

2 tor2blockt S i mile 0 0mdes 

3 Vt mile 0, 2 miles 9 Over 0 mrfes 
How satisliad are you wrth this chad cart arrangement? 

t, Verysahtfied 3 Mixed teetmgt 



2. Satisfied 



What It the weenty cost 
of thit arrangemenr? 



4. Oittautfied 

5. VarydissattsM 



□ 
□ 



Pt^ASE CONTINUE 



o 



tr. Ai«anyof»itchl*Mc««lforin«cMdcM 
CMMT «M» you tl «efk? (fty •ehU car* otnitr* «« 



1. \ta 

^ No 



□ 



WM «w tpM and MS CM-. MM. -r - Fwnalt) otlht 
ch l»w ca i»dtOfloft>c»w»fOfi ct wol b iM( i pfoor»n?Tb 
»<tfCimgtolcWWrw^undtf1yMt put -0- for babyi 

mi IZD IZD IZD IZD CD [ZD 



Hmt long hw» you uMd thl« 

WhHt you M Mfty at wortc how many hours 
• wMk 00 you UM IN* •.^•ngomont? 



About how far It It (rem your horn* to thit cttikJ ctrt 

1. Naitdoor " 4. v^mtfa 7. 4milM 

2. 1or2blocfca^ 5 1 mUt l.lmitt rm\ 

3. Vdmrft 6.2rNat 9,Ov«r0mM« I I 
Ateut how tar It H (rem your tMfic io thi* chdd caia anangtfnam? 

1. N«t»aoof 4. V^mia 7. 4miat 

2. 1or2b(oci(S S. lnxia >0. Irmltt 

3. %mria t.2mtn 9. Ov«r0mliM 
Hmt Mtltfi9<$ art you with this chtM cart anangamant? 

1. Wfysatitfiatf 4 Oisaatistittf 

2. 8at«flad s. Vi«ydissatisrit<l 

3. M«adltalMg$ 

What It thawtakly cost n 
oftNtarrangamam? L 



□ 
□ 



21. InaddNlootothachMcaraarrangamantskstad 
tbMa.araimKchll<lraninvolvadinanyo»)aractivttia* 1. >H rsi 
whiiayouaraatwori(? 2. No LJ 



IF Hms* Ntt tha agaa and ati (*M" - Mala, 

"r • Nmala) of cMtdran In aach actMty^ IF NO, aWp tMa 



Activity 
1, Child ampioymant 



AgasotChildran? 

u izn [ZH 



2. School^ponaoradactivitias fi* 
or sports 



nn cn cn 



'ssr^*^ Exi (zn CO 



21. How odthhaMa you chaf^chNd cart 
inthapaai3mo(Nha7 

dOOoyou plan 10 changt your chHd cara 
afrtoQamarM In tha naar fcjtura? 



1. -Vbt pi 

2. No LJ 



31 Whari orw o( mair ehMrari It tick, ampleyaaa ohari hava 10 choosa 
Mwaari goirtg 10 work or ttayirtQ horna. Whan orw o( yow chMran to 
ak*. and you aia aUa 10 fla la «aiK «Mch o( tha to«ow^ 
lomakailpottibia? ^ 

1. IcantakamychRdlornyragularchWcaiaarranoamant. 

2. MytpouaaoranoMarcNUcanaiayhomawithihaaickcNid 

3. i bring t omaona In to cart lof tha Chad 

4. ThachMcanutuaNyatayhomaalona 

5. lhM*ane«hararrangamantloramarganaas. 

6. ItahathachiidioworKwiihma. nn 
7 Othar »_ [j 

32 S*m«art)fiwhanonaoljfOurch«dr*nlss«fc,andyourt*W«io 
atay haina. which ol «ta tolcwing is most Ifkaty 10 maka It pots«(a7 

1. luassicklaava. 

2. IhavtHaxMahour*. 

3. luaaamargancylaava. 

4. I taka a day en without pay 

5. I usa vacation or parsonatleavt 

6 I do my work at homa 

7 Othar 



0. lamnotablatostsyathomt. 



□ 



.33 Towhataitantdothaptfsonnttpr»ct«aiinyouf dapSfimsntmaKa 
It aasy Ci difftcutt (or you to dtal with chdd cars pfOWams durmg wortimg 
hours? 

1. Vsryaasy 

2. Ea^ 

3. Sorntwhat assy 

4. Somawhai ditticvn 

5. OitticuJt 

6. Vsrydithcutt 

34, About how much axtra lima doai your irsv«ifo( 
chM cara add 10 your d«4y round tnp iraval limt to and 
from work? H nona, put 0 



□ 



35 If. your aipananca. how saiy or diff<ufl has tt baan to find ch4d 
caraarrangamants? 

1. Vsryaasy 

2. Eai^ 

3 Somawhatsssy 
4. Sorntwhat ditficun 
S OitTicuK 
6. VsrydtfTicutt 

36 tnyouraxparianca.howaasyordrftcutihasitbaantoconUnua 
«Mi child cara arrangsmsnts? 

1. Vsryaasy 

2. Easy 

3 Sornawhat aasy 
4. Sornawhat difticutt 

5/ Difficult ^ 
6. Vsfvdifttcuti 

37. Ooyoudamanincomataxc/ad<t(orch4dcara?in 
othar wrda. on your ladsral tax raturn. do you claim any 
aipanaas that you pay lor child cars? 



PLEASE CONTINUE 



□ 

□ 

□ 
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RAGE 4 



3t. OeypuliMtfMpeiwibMiMlwhttpineeutadud 



^•fiOn^il'iol^ /^Wh^l^uoctii^lh^tPiBfwhfft 2 No l_J 



Hm * ^ <7«lbNVer«MbM 
p«rM(^ yt you P^^::n»y h«p<ft9? 



□ 



MCli pMOA« !•> ut h« or hor tQ* antf rtlMontip to you. M 
- iM«MwtMtfwornMhtorih«M«Mwimyou.UMtMiiMb«to<» 

tet to ind«iit tpouM. •*$* lo indic«to »pouM*» mother Of 

n«tM«rt«hiployou 

1. ipouM 

2. t«th«rortl«pt«thor 

3. mothtr or nopmoihr 

4. tpouM^ tMhor or «t«pt»lh«r 

S •pouM^mottMT or stepmother 
«. ditebtedeMdiaorwtt 
7. othof 



Agt I* "I fi#l«tio<nM> n 
Agt I I ReUiiOrtih^. 0 

Agt I" "I n«Ution»h« IZl 



Livtt with you? 2 No 
1 Yti 

Livti with you? 2 No 



1, Y« J2 



i Y« 12 



LivM with you? 2 No 



1 Ym Qj 



L>vts with you? 2 



No l-J 



Do you Cf«im tn MKomo tu cf tcM lor Any o( the 
pertons fatted? In other word*, oo your ledef »! i«« 
tetufn.0oyoucieMnenyeipen«ettheiyoupaylo< 1. Yet rT] 
cere tuch et iHirting tervicet or »du<t deyc«re? 2 No LJ 

WhJeyouereetMKXfc.wtwprovidetce'»iororheiptth4 person 
or pertont? Check et >n«r>y errtrtgtfnents es tppfaCBt^ie Also, 
rete your tel<tlect«n with it>ete f rangemenis us«ng ttve tctie 

1 Very tetisUd 4 Otsetist'ed 

2. Setitlied S V^ry d<ttei<tt«d 

3 Miitdleekngs 



□ 
□ 
□ 
□ 



□ 
□ 
□ 
□ 
□ 



Arrtr^g«>Tt«nis Sttisltacn 

G 



Looks eder teit 

AduH reteiive or fenwy membei 
Someone who wet tvrtd 
Volunieer or unp«id vtf tor 
AduH dey cere 
Nuftmg home 0« cere tecMy 

Boi continued n next cobmn 



Whert the perton you tre canng lor neeat Mtrttenoe «nd you 
t*li« tirne off from worti. wtMcft 0(>e of the Mowirio I* n>ott hkety to 
make tft^ poetUe? 

1< luttiicfcleM. 

2. ^ ^^I^'y ^' ' 

3 I use 4merQency Imm 

4 I take • day Off without piy 

S. lueev«c«i«norper«orMiiea«« 
9 1 00 my wortt at homo. 

7 Onfmr . 

1. 1 am not awe to take tune off worti, 
f trta«arnaadlotaitetNnaofflerth«reaaon, 

H«M you re0uoad the numMK of fioun you wortt per waek at your 

)o6 in order lo cara lor tfiii peraon or paraorw? 
1. Ym pTl IFY£S.howmany R — 5) 
2 No LJ hourt par week? I I 



□ 



How often hew you worked laat aflactivaly at your fob becaute 
you are womod or upaat about thtt peraon or pertont? 

1, N««r 4, Frequently 

2 Seldom 5 Mo^toraMofthetime pT] 

3 Sometimes LJ 

In the patt yeat, when this perton or pertont hat needed help, 
who hat utuaNy been the one who hat given it or teen that n wet 
Qn»n? 

1 I have been the anly one 

2 i have been the mein one. with tome help from others 

3 IhavfaharedaquaNy with one or more others p?} 
.4 Othera. With my help L-i 

In the pest yeat, how often hat this person or pertont helped you 
by domg oKh of the tonowmg 
1 Never 4 frequently 

2. Seldom 5. Most or ak ol the imn 
3 Sometimet 



caring lor children 

preparing meals or cieanmg 

cartftg tor disabled aduh ianviy rT\embers 

helping out ftf>anctaBy 

other 



□ 
□ 

□ 



How easy or diffcuit hat n been lor you to provKle care to ins 
perton or pertont? 

1 Vtryttsy 4 Somewhat d<tt<un 

2 Easy S Diflicun fT. 

3 Somewhat easy 6 Veryd<ti<utt » 

To what aitent do personnel pract<es m your dept'tmeni mtk^ it 
easy or diH<«^ to provide care (or ihis pe<son or persons? 
I , Very tasy 4 * Somewhat ditlKuit 

2 Easy S 0'(f<uii : 

3 Somewhat easy 6< Veryd't(<im 

People who have respons>b4rfies (or prov«d<r^ adu**! ctre o^t-r 
have d't(<utty knowmg where to turn to get help How easy 
d'(t<uii has It been lor you? 
r Very easy 4 Somewhat d4t<un 

2 Easy S atKun lit 

6 Veryd.«<u»l LJ 



3 Somewhat easy 



Any comments? Please attach ad^4ional sheets i( necessary 



TharA you lor your participat«n Please fXutn ins questionnairt in the 
envelope provided 



a6« > •n«^ o^«oM vKf 
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APPENDIX C 

Parent Dependent Care Resource Manual 



~ Sample 



The CARE Boosters Employee Resource Manual contains listings of net- 
work resources. Each listing includes name, address, phone number and a 
brief description of program. This saves time and aids parents with their 
decision to place their child. 

The following are examples: 

FDG: Jane Doe Phone: xxx-xxxx 

1234 5th Street 
Escondido, CA 92025 

Licensed for large family day care home capacity of 12, Jane has been 
licensed for 8 years and has formal child develoment training from 
Palomar College and various seminars and workshops. Her business is a 
combination of school, extended family and play place. She feels young 
children need the security of an extended home while older children are 
ready for socialization and structured training. She participates in the 
Child Care Food Program and serves* breakfast, lunch and 2 snacks daily. 

Susie Smith Phone: xxx-xxxx 

1567 N. A Street 
Escondido, CA 92026 

Licensed for 6, Susie has her ROP certificate and a Palomar College cer- 
tificate in child development. Her home is run as an extended family with 
play time focusing on activities and friends. She participates in the Child 
Care Food Program and serves breakfast, lunch and 2 snacks daily. 

Center Based Care • City 

Pre-School Express Director: 

XXX Care Booster Way Phone: xxx-xxxx 

Ages: 2-6 yrs. Before and after school care for kindergartners. 

Program: '1 can do it'' philosophy • relaxed and loving environment in 
which children feel free to experience, explore and create through play. 
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RESOURCES 



i 0 

- Insurance 

It has been CARE Boosters experience that hot all insurance agents are 
fully informed of their companies underwriting policies in day care. 
. * Therefore, when researching insurance options be aware that all- the 

following insurance companies provide day care insurance: 

BMF Marketing 

Allstate Insurance 

[ State Farm Insurance 

Insurance for Child Care Project 
P.O. Box 880433 
San DiegO; CA 92108 
; Phone: (619) 283-3002 

'Director: Sharon Kalemkiarian- 

This project provides advocacy, support to legislative representatives 
on insurance issues, insurance, resource and referral information and 
also a quarterly newsletter. 



IRS Instruction Publications that may be helpful: 

1040 Instructions - Instructions for Form 1040 
Publication 587 - Business use of your home 
Publication 534 • Depreciation 
Publication 533 - Information on Self-Employment Tax 



The following are additional sources of information on employer spon- 
sored family day care systerrs. 

Business and Child Care Handbook. Minneapolis, Minn: Greater Minneapolis Day 
Care Assoc., 1982 

Encouraging'Employer Support to Working Parents: Community Strategies for 
Change. Dana Friedman, New York: Carnegie Corp., 1983 

Employers and Childcare: Establishing Services through the Workplace.U.S. 
Dept. of Labor, Office of the Secretary, Women's Bur. au, W?shington, DC, U.S. 
Q Government Printing Office, 1982 
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Employer-Supported Child Care: Investing in Human Resources. Sandra Burud, 
Auburn House Publishing Co., Dover; Mass. 

Family Day Care in the United States: Executive Summary. Final Report of the 
National Day Care Home Study, Patricia Divine-Hawkins, DHHS Publication. 
#80-30287, Washington, D.C., 1981 

Legal Aspects of Child Care as an Employee Benefit. Child Care Law Center, 625 
^ Market St., Si '> 816, San Francisco, CA 94105 

Other-^Employer Supported Family Day Care Systems 

America West Airlines 
Phoenix, Arizona 

Child Care Dallas 
Dallas, Texas 

MIT - Massachusetts Institute of Technology 
Boston, Massachusetts 

Montefione Hospital 
Bronx, New York 

St. Luke's Rush • Presbyterian Medical Center 
Chicago, Illinois 

Navy Family Home Care Program 
Naval Station, Code 10 
Box 15 
San Diego, CA 92136-5000 
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BOYS & GIRLS CLUB 
OF ESCONDIDO 

CARE BOOSTERS 



A demonstration project of the 

Administration for Children; Youth and Families 

U.S. Department of Health & Human Services 




115 W. Woodward Avenue 



EscondidO; California 92025 



(619) 746-3315 
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